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Abstract 
 
Title: FutureBOX.TV 
This project describes the business plan about the software solution FutureBOX.TV. 
This is a software that solution enables users to broadcast, manage and control (rich) 
media content globally on the web and/or over a network of digital signs. The 
Portuguese software company Viatecla is planning to launch this product initially in 
the Portuguese tourism sector with the focus on Travel agencies. This plan serves as a 
basis for a discussion.  
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Executive Summary 
This business plan outlines the strategy for the launch of the complete software 
solution FutureBOX.TV in the Portuguese Tourism sector. 
Viatecla is a Portuguese software house that is founded in 1996 and is specialized in 
developing software solutions for vertical markets.   
The increasing popularity of the Internet makes traditional advertising methods 
(printed media, TV and radio) less effective to reach their target audience. 
Furthermore companies have a smaller marketing budget due to the economic 
downturn. Inspired by theses developments and Viatecla developed the Internet based 
software platform ‘FutureBOX.TV’.  
Viatecla gives with FutureBOX.TV a complete end-to-end software solution that 
gives clients the opportunity to broadcast, manage and control (rich) media content 
globally on the web and/or over a network of digital signs.  
Viatecla has all the competences in house to deliver in collaboration with the client all 
the necessary Software, Services and Hardware to deliver, design, customize, 
maintain and support the whole end-to-end solution and its infrastructure. 
Furthermore in the Tourism Sector Viatecla can be considered as a partner with 
technical and functional expertise with a proven track record among its client base. 
With FutureBOX.TV Viatecla will therefore initially be active in the Portuguese 
Tourism sector with a focus on the subsector Travel Agencies.  
Direct competition can be expected on global level from digital signage players like 
Scala.com and on national level from Edigma.com.  Indirect competition can be 
expected from video posting websites like Youtube.com and Hulu.com. Substitutes 
can be all other forms of advertising and a new technology that can be seen, as a 
threat in the future is Microsoft ‘Surface’.  
Viatecla will differentiate itself by delivering a one-stop shop opportunity to its 
clients and exploit the status as being considered as a partner of excellence in the 
market niche of Portuguese Travel Agencies. 
Viatecla made an initial investment of !30.000 to develop FutureBOX.TV. The 
growth forecasts predict a break-even within the 2nd year of operation. The NPV is 
positive and has a value of !645.839. The gross margins will be a high percentage of 
the sales of which the net profits will improve each year. 
 FutureBOX is not considered as a spinoff and the amount considered of share capital 
 
is !150.000. 
The FutureBOX.TV solution has the potential to grow in several sectors. If no sales in 
the Travel Agency are made during the first year the company will consider entering 
another target segment and/or sector with the solution. 
1 Introduction 
 
This business plan outlines the strategy for the launch of the product FutureBOX.TV 
into the Portuguese Tourism sector by Viatecla. 
Viatecla is a Portuguese Software house that was founded in 1996 which main focus 
is delivering software solutions and value added services for vertical markets.  
 It is nowadays a player of reference in the vertical markets of Tourism and Media. 
The company has 2 star products in its portfolio:  
1: ‘Scriptor Server’ a platform that supports companies that need to publish and share 
contents and transactional processes.  
2: ‘KeyforTravel’ a platform that was originally designed to support the management 
the complete business cycle for any tourism industry player. 
To meet the growing needs in the market for more effective, attractive and less 
expensive advertising Viatecla developed the new product FutureBOX.TV. 
This is an Internet based software platform that enables companies to broadcast and 
manage (rich) media content (pictures, video’s, animations etc.) globally on the web 
and/or a network of digital signs (Plasma/LCD TV’s etc). 
Viatecla’s focus is to deliver FutureBOX.TV as a complete end-to-end solution. This 
means it will provide all the necessary services and hardware to install, incorporate, 
support and maintain the complete solution. Distinguishing from other suppliers in the 
market who are only able to deliver part of the solution.  With FutureBOX.TV 
Viatecla will generate three forms of revenue: 
1: license fees on the main FutureBOX.TV software application and software 
extensions. 
2: service fees on professional services (Maintenance & Support, Customization & 
Development and Hosting). 
3: margins on the delivered hardware goods (LCD/Plasma TV’s etc.) 
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Figure 1: Business Model 
The FutureBOX.TV solution has the potential to deliver added value in various 
sectors that want to improve their advertising and communication strategy. Viatecla 
considers launching FutureBOX.TV in the Portuguese Tourism sector that can be 
seen as one of the most important and biggest sectors in Portugal. 
This sector is of special interest for Viatecla because it has a big client base in this 
market and is well recognized among the clients because of the high level of 
functional and technical expertise. The initial focus will lie to key Travel Agencies 
because they already expressed their needs to Viatecla for a product with features like 
FutureBOX.TV. 
 
2. Business Description 

2.1. Historical framework 
Problem 
Several developments in the market have, as result that more companies will 
reconsider the way they deploy their marketing and communication strategies. At first 
economic downturn forced that companies had to cut down their costs in several areas 
and also in their marketing expenditures. 
Another tendency is the ‘paradigm shift’ in the world of advertising (Perez-Latre, 
2007). The traditional advertising channels like television, radio and printed media are 
declining in popularity due to the increased use of Internet. As a result those former 
channels are becoming less effective for companies to reach their target audience. 
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Furthermore, due to technological developments emergent digital forms of advertising 
(i.e. Internet and Digital Signage) can deliver benefits (i.e. reduction in costs, global 
reach etc.) that they can compete with the traditional static forms of advertising.  
Inspired by these developments Viatecla to decide to develop their innovative solution 
FutureBOX.TV.  
 
2.2.  Value proposition FutureBOX.TV 
‘The Internet based platform ‘FutureBOX.TV’ is a complete end to end software 
solution that gives clients the opportunity to broadcast, manage and control (rich) 
media content globally on the web and/or over a network of digital signs.’  
 
 
Figure 2.  FutureBOX,TV solution 
Internet Based: the platform can be accessed from everywhere. 
Complete end-to-end solution: Unlike competitors delivers Viatecla the total 
solution. From installation, customization, design, maintenance, support, hosting and 
the necessary hardware. 
Broadcast, manage ad control (rich) media content: media content can be any 
form of text, music, video, and photo’s. Rich media (or interactive media) content 
means that it is possible to interact with the media. 
Globally on the web: The platform is Internet based and content can thus be 
deployed on websites all over the world. 
Globally on a network of digital signs: The platform is Internet based so content can 
thus be deployed on a network of digital signs all over the world (digital signage)  
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Digital signage: is advertising on a network of digital signs like TV’s, LCD/Plasma 
screens. A commonly used advertising method for travel agencies is a poster. The 
following table explains the benefits digital signage can deliver over static signage. 
 
Table 1. Benefits Digital Signage over Static Signage 
Static Signage (i.e. Poster) Digital Signage (TV’s, LCD/Plasma) 
Poster gets outdated Content on screen can be changed/updated/reused easily and 
adapted specifically to context and audience 
(Static)Media shown: text, photo’s (Rich) Media shown: text, photos, videos, animations, music 
etc. 
According to Point of Sale International is a sign that moves 
95% more effective to draw attention than a static sign. 
Cheaper short run Superior ROI in long run 
Poster design, distribution, replacement costly in time, money 
and effort 
Design, distribution and updating less costly in time, money 
and effort (if screens are connected to a network) 
No interaction Digital signs can interact with various technologies (i.e. 
connected to PC’s, networks) 
 
Benefits Digital Signage with FBTV: 
Control over Brand: 
The solution can be used for the purpose of branding or creating an atmosphere or 
image a store seeks to promote. This could mean that the signage used by a travel 
agency could show images/videos/animations of different holiday destinations. This 
could promote the brand of the travel agency and could create an atmosphere that 
creates a desire to travel. Digital signage can also give a more professional look to the 
store. 
Differentiation/attention: content shown on digital signs can be dynamic, as opposed 
to static signs like posters. Next to text and pictures it is also possible play video, 
music and other content to draw attention from customers to watch to the display. 
Real time reaction to market stimuli: Travel Agencies have offers that change a lot 
over time. Information on printed signage gets therefore outdated soon. With digital 
signage agencies can update the content instantly without effort. 
Save costs: In the long run digital signage is cheaper. It is for example cheaper to 
update regularly the content on a network of screens in travel agencies from one 
location (i.e. the head office) then to design, produce, distribute and replace the poster 
by every time the poster is out of date.  The content displayed can be updated with 
much lower costs in time, effort and money. Plus both the screens and content can be 
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reused.  
Generate revenues: Wide variety of messages/ advertisements can be showed on the 
same display. This gives room for advertising space for external clients from whom 
the clients can generate revenue (higher ROI).  
Generate more sales: most of the purchase decisions of customers are made in store. 
This underlines the importance of encouraging customers with their purchase decision 
when they are in the store. Also a moving sign draws more attention compared with a 
static sign like a poster.  
Increase perceived service level: On a digital sign it is possible to display content 
from multiple resources. Next to displaying the advertisements of the Travel Agency 
the displays can also be linked with information/news/weather forecasts etc. That 
content could be of value/personal interest of the customer. Combining relevant 
content and advertisement does not only have a positive influence on the perceived 
service level but it will also be more likely that the customer will continue to watch 
what is broadcasted on the screen.  
2.3 Software, Services and Hardware 
Viatecla delivers FutureBOX.TV as a complete end-to-end solution. Complete means 
that Viatecla can deliver the whole bundle of software, services and hardware 
necessary to deploy the FutureBOX.TV solution on a network of digital signs and/or 
website. Viatecla can deliver the complete offer while most of the competitors are just 
able to deliver part of the solution.  
2.3.1 Software platform FutureBOX.TV 
Scalability 
- The number of displays that can be attached to a single FBTV solution is unlimited. 
This means that the FBTV solution is scalable and has the capacity to grow with the 
client’s future requirements.  
User Friendly 
The software of the platform is designed in such way that a non-technical person can 
control most of the functionalities intuitively. There are no long training sessions 
needed to understand how the platform works. 
 Multipliable 
 The FBTV solution is multipliable. The same network of screens can be partly 
directed to customer while the other part can be used to communicate with 
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employees.  
Communication with other systems 
An example is that the system can for example communicate with the back office 
systems. If a travel agency has a last minute promotion that is going end, then the 
system can automatically promote the offer more on the screen in order to try to 
influence the customers. 
2.3.2 Software extensions:  
Auto content generator: is a software tool that creates automatically video content out 
of text, photo’s and data. Clients save time in making videos. 
Integration with MS Media Center: this tool makes it possible for clients to deploy 
video downloads for their customers for posterior visualization. 
 
2.3.3 Services and Hardware:  
Customization and development:  Viatecla will review the marketing needs and 
objectives with their clients. It has extensive real-world experience in the tourism 
sector and understands what kind of services will work for Travel Agencies and the 
solution can be customized and developed according to the preferences of the 
client.(i.e. automatic communication with company specific back office functions, 
design of the interface with company logo etc.)  
Maintenance and support: All services that ensure the continuation of the solution. 
(i.e. 24/7 support and helpdesk.) 
Hosting: provides data centre space and connectivity for their client’s websites. 
Hardware: Viatecla can deliver the main hardware components LCD/Plasma 
Screens, Servers and other devices that are necessary to build the infrastructure. 
 
2.4 Vision, Mission and Objectives 
Vision: Viatecla wants to be the most admired partner and supplier of digital signage 
solutions on the global market. 
Mission: is to keep a strong focus on developing agile, critical solutions to support 
customers' needs by deep awareness of their business models and rules. ViaTecla 
constantly invests in new solutions, having an internal department full-time focused 
on researching, testing, and deploying new products/modules to complement 
ViaTecla’s offer, fulfilling Viatecla’s customer and market needs. 
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Objectives: Viatecla wants FutureBOX.TV to be an additional star product within 1-
3 years. 
 
3 Business environment 
The following external factors affect the ability of the FutureBOX.TV to survive and 
make profit. 
 
Table 2.  Macro analyse 
Macro Factors Affecting the Business of FutureBOX.TV (Key Drivers) 
Political Economical Social Technological 
Governments Invests in 
Broadband connectivity 
Global economic downturn Consumers buy more on the 
internet 
Equipment and infrastructure 
costs are dropping: cheaper 
LCD/Plasma’s, lower cost 
Internet bandwidth 
Reformations and new laws 
that promote economic 
growth and more efficiency 
Globalization, increased 
competition 
Customers are less Loyal to 
Brands 
Improvement capacity in: 
computers, bandwidth 
Improvement video 
compression 
   Increased functionalities 
electronic devises: 
LCD/Plasma’s, mobile 
phones etc 
 
3.1 Market Analysis 
Internet connectivity world and Portugal: 
Internet is a medium with through which companies can reach more and more people. 
Worldwide more and more people get connected to the Internet.  Around 25,6% of the 
world population is connected through the Internet (Miniwatts Marketing Group, 
2009). The economic downturn is an incentive to finance broadband connections to in 
order to ensure universal services.  The Portuguese government invested !800 million 
to the private sector for the development of next generation networks  (Zhen-Wei 
Qiang, 2009).  The result of this investment in new fiber networks is: high-speed 
Internet, television and voices services.  The new fiber networks increase the 
possibilities of richer media formats (i.e. online video).  
Table 3.  Internet Population Portugal  (Miniwatts Marketing Group, 2009). 
Population 
Portugal 
Internet Users  Penetration User growth 
2000-2009 
User Europe 
10707924 4475700 41,8% 79,0% 1,1% 
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Advertising Market: Shift to online advertising 
To analyze the market developments in the Portuguese advertising market we the 
global developments are considered parallel with the Portuguese developments. The 
developments are that the global economy is weakening. Regardless of the fact that 
the global ad market had an overall fall of 10,2% in 2009 the online advertising had a 
growth of 9,5% and the growth is expected to continue the coming years with 12% in 
2010 and 13‰ in 2011(ZenithOptimedia, 2009).  
Digital Signage 
Revenues generated by digital out of home advertising through digital signage are 
expected to grow from !160 million in 2007 to !626million by 2012  (Létang & 
Gmbh, 2008). 
Portugal and Tourism Sites 
More than 1,8 million Portuguese visited tourism related websites in 2007  (Grupo 
Marktest a, 2008). And in 2008 more than 1,4 million Portuguese made use of social 
communities on the Internet  (Grupo Marktest b, 2008).  
4 Market specifics 
 
4.1 Market segmentation: Company size, type and location 
For the first year of operation Viatecla will focus on Portuguese companies in the 
tourism sector. This choice makes sense as Viatecla’s office is based in Alamada and 
the management of Viatecla has already has build up key client contacts in this sector. 
Next to that the management has built up extensive technical and functional 
knowledge of the sector. 
Expected is that mainly larger clients will be able to afford a FutureBOX.TV solution 
and that they will profit from the solution in terms of costs and benefits achieved. 
The FutureBOX.TV solution can be of tremendous value for travel agencies to deal 
with the highly competitive environment and the low margins in the concentrated 
market.  Travel agencies have in proportion high marketing costs. Next to reducing 
their costs they can at the same time increase their marketing power to cope with the 
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highly concentrated marketed of travel agencies.  
Therefore the main focus of this business plan will lie on the advantage the FBTV 
solution can deliver to Travel Agencies in Portugal. 
 
4.2 Target segment 
Viatecla’s strategy is to target first: One of the travel agencies out of the top 25 
because they are most likely able to afford the FutureBOX.TV solution. 
 
4.3 Market trends Portuguese Travel Agencies 
The market of Portuguese Travel agencies can be characterized as a concentrated 
market. Such markets are characterized by a large number of competitive companies 
operating in an industry. The implications of such concentrated markets are a high 
degree of competition, low profit margins and in such markets there is a big threat of 
mergers and acquisitions. 
 
 
Figure 3. Market share Travel agencies (Barros & Matias, 2006) 
 
4.4 Quantity/financial value/market share 
At he Portuguese Association of Travel Agencies there were 362 agencies in 2004. 
Among those agencies there was a group of 25 travel agencies that hold 68,6% of the 
market share (Barros & Matias, 2006) . The five travel agencies: Top Atlântico, 
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Abreu, Eloair, HCT and Star represent 46,6% of the market share (Barros & Matias, 
2006). They together had a Sale of !547140 million and had 1514 employees/workers 
(Barros & Matias, 2006) In January 2008 Eloair and HCT merged together to a new 
brand called Go4travel. Go4travel consists in total out of 111 agencies.  
4.5 Market Needs 
 
The needs in the market: 
- A product that can strengthen their brand 
- A product that helps to differentiate 
- A product that can reduce costs of advertising in time, effort and money 
- A product that can generate additional revenues 
- A product that can increase the service level 
- A product that improves quality of communication 
-(Internet access and physical, targeted) 
 
*Viatecla will customize and develop the FutureBOX.TV solution according to the 
clients needs so as to further strengthen the brand of the client. (i.e. the FBTV 
interface can be customized in the style, colors  and brand name of the whole 
company) 
* Viatecla is aware of the fact that every client has different kind of specific needs 
that can not yet fulfilled by the solution. For those clients Viatecla will and can 
develop new client specific functionalities/features. 
 
Speed, efficiency, cost savings, additional revenues 
* The FBTV solution will allow clients to save time and effort in designing, creating, 
updating and distributing media content. In this way they can react faster to market 
stimuli. 
* The FBTV solution will allow clients to generate new revenues from external 
parties that use the solution as an advertising channel (i.e. pre, post or overlay 
advertisements) 
* The FBTV solution will help create environments/websites that are valued and 
recognized more by customers.  
* The FBTV solution will allow clients to broadcast content that is more rich and up 
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to date and therefore will be more valued which increases the perceived service level. 
* Managers will have the ability to update media content in real time from one central 
location. 
* Manager will have the ability to communicate messages with their employees/staff 
more easily. (i.e. aligning employees with educative video content on screen) 
* Companies/mangers will be with one FBTV infrastructure to communicate targeted 
message to specific playback devices in both Corporate/Internet structure. 
* The FBTV solution will allow clients to adapt messages/content according to 
context /audience in real-time. 
 
Competition 
Viatecla delivers total solution from begin to end both IPTV and Digital Signage 
FutureBOX.TV is a multifunctional product that can be used to deliver digital signage 
and/or Internet television at the same time. Competition can therefore be expected 
from a wide range of companies and the competition can lie in different aspects of the 
service. For the reason that FutureBOX.TV is an Internet based software platform the 
competition can be considered global as well. The main list of competitors is the 
following: 
Global digital signage players: Scala.com, Cisco.com, Enqii.com. Scala.com is the 
global leader in the industry and issued more than 100.00 licences.  Scala.com has a 
global focus and didn’t enter Portugal yet. Focus of Scala is global and sector wide 
but doesn’t have a focus on Portugal yet. But a player like Scala has the (financial) 
resources, experience to be able to enter the Portuguese market at an time.  
 
Main National player: Edigma.com(45 employees). This player recently won a digital 
signage award. This is therefore a well-experienced player on the Portuguese market 
and forms a threat for Viatecla. It is not focused on the tourism sector yet. It has a lot 
of experience with deploying digital signage solutions but doesn’t have the level of 
knowledge about the tourism sector like Viatecla does. This player is also not able to 
deliver the complete end-to-end solution like Viatecla does.  
Video sharing websites: You tube, hulu.com etc. are video posting sites that that 
compete just with a part of the FutureBOX.TV solution. Potential clients can use You 
Tube for free to post videos. Don’t offer the advantages that the whole FBTV solution 
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delivers in terms of managing, controlling and creating content etc. The functionality 
compared to a FutureBOX.TV solution is quite limited. Creating and managing 
content via website like youtube does not give the benefits of the complete end-to-end 
digital signage solution like FutureBOX.TV does. Although a player like Youtube, is 
financially strong and should be watched closely.   
Substitutes: Obviously, all other forms of (traditional) advertising can be considered 
as substitute products for FutureBOX.TV. 
New technology: A new upcoming technology that can expected as a substitute in the 
future for FutureBOX.TV is Microsoft’s Surface 
(http://www.microsoft.com/surface/). This multitouch computer is also focused on 
improvement of communication but is not expected to be a threat in the near future. 
Porters 5 forces 
1. Supplier Power:  
Low. Viatecla doesn’t deal with a lot of suppliers because the biggest part of the 
FutureBOX.TV solution is a service. For the hardware parts the suppliers are not very 
concentrated and the switching costs are therefore low.  . 
   2. Buyer Power:  
 Medium. Travel agencies are concentrated and can therefore have quite a lot of 
power to drive down the price. But for clients that have already products like 
KeyForTravel from Viatecla it can be costly to switch to another supplier because 
Viatecla already understands their business very well. 
3. Competitive Rivalry:  
worldwide high/Portugal travel agencies low FutureBOX.TV is widely applicable and 
Viatecla can get competition from different forms of advertising, websites and digital 
signage providers.  There are competitors that can offer the same product like 
Scala.com. But FutureBOX.TV is a total solution that gets more effective and 
attractive when implemented well. None of the competitors has the same level of 
technical and functional knowledge in the sector of the Travel Agencies. 
   4. Threat of Substitution:  
Medium: FutureBOX.TV is a solution that makes it easier to advertise and 
communicate with (rich) media. This means that all other kinds of media can be a 
 
substitute for the products of Viatecla.  The traditional printed media can substitute 
FutureBOX.TV but doesn’t deliver all the benefits that FutureBOX.TV delivers and is 
moreover more costly in the long run.  I.e. Youtube.com deliver video advertising for 
free but the suppliers don’t have control over the video, the Youtube brand will be 
displayed and there are limitations in the size(quality) of the video. The new 
technology of Windows will be a threat of substitution in the future but that 
technology is still to disruptive now. 
5. Threat of New Entry:  
For newcomers it is not easy to enter the market because they need to invest in 
technology and knowledge in order to be able to compete.  
Although the software of FutureBOX.TV is not patented. 
On the other hand can the established reputation and client contacts in the tourism 
sector work as a barrier for entry for competitors. 
Substitutes 
Obviously, all other forms of advertising vehicles can be considered as substitute 
products for FutureBOX.TV. So the traditional printed signage vehicles can all 
substitute the FutureBOX.TV solution. But if the clients are big enough in size then 
the cost of a FBTV solution will outweigh the costs. 
Substitute: New Technology 
In terms of a new upcoming technology there is a substitute coming from Microsoft 
with their product Microsoft Surface. But this technology is still substantially more 
expensive then the FBTV solution. 
Microsoft Surface technology is at this moment also too disruptive to be implemented 
at fast pace. But expect is that the technology can pose a threat in the near future.  
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Figure 4.  SWOT analyse 
 
Viatecla is a financially healthy firm with access to several resources that nurture 
innovation. FutureBOX.TV seems to fit really well with the market developments and 
needs. But a weakness is that Viatecla can be considered as a relatively small player 
in the software market and is planning to enter a new market: digital signage market, 
which is a complex market. To overcome both weaknesses Viatecla should perform a 
pilot first with FutureBOX.TV to overcome most hurdles and can learn lessons in the 
for them new market. Furthermore it can communicate the experience out of the 
tourism sector with the other products out of their portfolio. It can also consider a 
partnership with a player that has complementary skills in for example the digital 
signage market. 
The threat of uncertainty in which direction the market will develop in forms of 
technological standards can form a threat in the future for Viatecla. But the 
FutureBOX.TV is based on their own in house software product Scriptor Server and 
based on an open model. This means that Viatecla can adapt with their technology to 
changing standards in the market. 
There is always the possibility of the danger of a takeover of the product line or the 
whole company.   
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5 Competitive Strategy  
In the following part topics regarding strategy will be discussed. 
 
5.1 Competitive Edge of Viatecla 
The biggest strength and competitive edge of Viatecla in the Tourism Sector is that 
Viatecla can be considered as a partner of excellence in the Tourism Sector with 
successful implementation of the products KeyforTravel and Scriptor Server.   
Viatecla worked together with Portuguese top reference players in the Tourism 
Sector. This will have a positive influence on the reputation and credibility in 
attracting clients in this sector.  
The Tourism sector can be considered as a very complex sector to understand. 
Therefore Viatecla’s extensive technical and practical knowledge of this sector makes 
them for clients in the Tourism Sector an attractive partner to cooperate and to do 
business with. 
Since Viatecla has already a lot experience in working together with the big players in 
the Tourism Sector(Travel Agencies) they also gained experience in working with the 
decision makers at the higher level in those companies.  
All of the above can be considered as a competitive advantage over the potential 
competitors. Therefore Viatecla will rely upon building on those strengths. 
 
5.2 Growth Strategy, a Pilot 
In depth knowledge and understanding about the clients in the Tourism Sector 
maximize the chances of successful implementation of the projects of the new 
FutureBOX.TV solution. Therefore Viatecla wants to have a Portuguese travel agency 
of a well-known brand as a launching customer for a pilot. 
Once the pilot has gone well at the travel agency other companies out of the tourism 
sector will follow. In a later stage also companies of other sectors and other parts of 
the world will follow too. 
 
5.3 Positioning 
Viatecla will position themselves as a partner of excellence for large and medium 
sized companies who are interested in the FBTV solution. In the tourism sector 
Viatecla already has a well-established reputation with the other software products.  
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Important is that the application of the FBTV platform has to fit the existing 
infrastructures that are existent in the market in order to enter those markets 
effectively. The management team of Viatecla has strong networks in the Tourism 
industry and a few selected companies (Travel Agencies) will be approached to act as 
launching customers for a pilot. The selected clients will be familiar already with 
other products of Viatecla. 
The focus will lie on understanding their needs and how Viatecla can translate those 
needs in the FBTV solution. 
Succesful implementation will be Viatecla’s visiting card for other clients in the 
tourism sector and later for clients in other sectors. 
 
5.4 Pricing Strategy 
Taking into consideration the client needs, an average FBTV solution is relatively 
expensive. The price therefore reflects the superior quality and potential value of the 
offer.The licensee fee for the core platform of an FBTV solution will be set on 
30.000!. The Customization and Development services will be around the 15000!. 
The monthly maintenance and hosting services will run around 500!/month and 
2000!/month respectively.  As previously stated the hardware parts to deliver the 
FBTV solution are produced outside Viatecla and will be ordered from external 
partners.  Viatecla will sell the LCD/Plasma screens with a margin of 24% resulting in 
an average price of 570! a screen. Viatecla will sell the servers and additional devices 
with a margin of 25% which results in the average prices of 500!/server and 100! 
/additional devices respectively. 
6 Marketing and Sales Strategy 
6.1 Marketing Strategy 

Viatecla will position themselves as a partner of excellence for large and medium 
sized companies who are interested in the FBTV solution. In the tourism sector 
Viatecla already has a well-established reputation with the other software products.  
Important is that the application of the FBTV platform has to fit the existing 
infrastructures that are existent in the market in order to enter those markets 
effectively. The management team of Viatecla has strong networks in the Tourism 
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industry and Travel Agencies will be approached to act as launching customers for a 
pilot. The selected clients will be familiar already with other products of Viatecla. 
The focus will lie on understanding their needs and how Viatecla can translate those 
needs in the FBTV solution. 
Successful implementation will be Viatecla’s visiting card for other clients in the 
tourism sector and later for clients in other sectors. 
 
6.2 Direct Marketing 
By using direct marketing, Viatecla will target first potential clients out of the existing 
client base in the tourism sector with whom the Management already has contact on 
decision maker level. The goal of this strategy of this approach is to minimize the risk 
and maximize the sales potential. Viatecla will use the names of companies that 
purchased the KeyforTravel solution in the past. These companies will be contacted 
with the question if they are interested in the FBTV solution. 
Second, other potential clients that will be approached by direct marketing are 
prospects (no former clients) that are analyzed first by Viatecla on their expected 
need/benefit for a FBTV solution. This analysis will be based on market research 
through the Internet. The tactic to approach these prospects will be to contact i.e. sales 
managers first to determine whether the company really has the profile or 
characteristics of having a need/benefit of using a FBTV solution. If that’s the case 
then Viatecla will ask for contact information of upper or middle level management. 
Then Viatecla will try to establish to organize a face-to-face meeting with the 
managers with decision power (CEO, CFO etc.) where Viatecla will present the 
FBTV solution(or proposal ) directed on the prospective client needs.  
Considering the price of a FBTV solution platform, Viatecla expects that only 
Medium to Large sized organizations will be able to afford to buy the FBTV solution 
so that the benefits outweigh the costs. 
Fairs: Other channels Viatecla uses to approach/reach prospective clients is by 
visiting fairs. The upcoming fair Viatecla will visit is the Travel Technology Show in 
London on 10th and 11th of February 2010 in London. On this fair Viatecla will 
present her travel related solution and will use the fair to come in contact with 
prospective clients and suppliers.  
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Internet: Furthermore Viatecla has a product demonstration of the FBTV solution on 
mediapreview.tv. Here prospective clients can contact Viatecla via the contact 
information if they are interested in the solution. 
Sales forecast: A sale of a FBTV solution can consist out of several parts. The 
minimum requirement to be able to run an FBTV solution is the software of the 
FBTV core platform. The licensee fee for the software of the FBTV core platform 
equals 30000!. The payment of this fee is a one-time payment. All the other parts: 
software extensions, additional services and hardware are optional. The software 
extensions equal on average 7500!. 
The additional service Customization and Development equals 15000!. 
The both above are one-time payments. The other services are paid on a monthly 
basis from the beginning and are 500! a month for maintenance and hosting are 
2000! a month. Screens, 500! a server and 100! for other devices (like cables etc.) 
 
How and out of which parts a sale of a FBTV solution is constituted is depended on 
the Clients needs. A client can for example choose to use the FBTV solution only for 
Internet purposes. In this way the client will not need the hardware parts. Or it can 
already possess the hardware parts and will not need them to buy those again.   
So, there are multiple combinations possible in which the sales of a FBTV solution 
can be constituted.  
Therefore three possible scenarios of specific clients forecast the sales of the FBTV 
solution of the first year. They are created to give an estimation that reflects the sales 
of the fist year. 
Expected Sales year 1 
FBTV 
Scenario 1 Scenario 2 Scenario 3 
Month 6 10 12 
License fee FBTV solution 
core platform 
1 1 1 
Software extensions 2 2 1 
Service: Customization& 
Development 
1 1 0 
Maintenance 1 1 1 
Hosting 1 1 0 
Goods: LCD/Plasma 
Screens 
4 8 0 
Servers 2 2 0 
Other devices 1 2 0 
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Scenario 1: The first sale in month 6 consists out of 1 FBTV licensee fee for the core 
platform and 2 software extensions. And 1customization and development service.  
This totals 30.000+(2X7.500=15000)+15.000= 60.000!. The sales mentioned here are 
one-time payments. The other sales 1 Maintenance (500!) and 1 Hosting (2000!) will 
be paid on a monthly basis and will generate a revenue of 2500! a month for this sale.  
The 4 plasma/LCD screens and the 2 servers and 1 other devices will generate a one 
time revenue of 3380! for this specific sale. 
Scenario 2:The first part of the sale in month 10 is constituted the same as the sale in 
month 6 and will generate also a one-time payment of 60000!. This client decides to 
have the same maintenance and hosting contracts. Therefore from month 10 on the 
revenues generated out of the maintenance and hosting services of the 2 sales in 
month 6 and 10 are 5000! a month.  
Difference is that this client needs the double amount of screens (8) and the double 
amount of other devices (2) and needs 2 servers. That is a total amount of 5760! on 
goods.  
Scenario 3:The client of scenario 3 also needs the core licensee fee and 1 software 
extension.  But this client wants only to subscribe for a monthly maintenance service 
and doesn’t want to make use of the Customization and Development and Hosting 
service. This client could be an example of a client who uses the FBTV solution for 
his Internet website because he doesn’t order any hardware. 
The monthly services (maintenance and hosting) provide only a part of the revenue 
Viatecla will receive for the other services but they will sustain the cash flow on a 
monthly basis.  
The sales of the goods and services of the FBTV solution are expected to grow 100%, 
50%, 50%, 33,3% respectively. In quantities the sales are expected to grow from 3 
units the first year to 18 units the fifth year. 
Expected Sales Year 
 1 2 3 4 5 
FutureBOX.TV quantities 3 6 9 14 18 
 
The more services needed by a client the closer to a project perspective the more 
software as a service (SAS). We consider the beginning of FBTV more on the side of 
 
Project perspective. Later as the products get more and more standardized it will shift 
more to the SAS perspective. 
 
7 Processes and operations   
 
 
Figure 5. Operational process FutureBOX.TV 
 
Develop prospect list: The management develops a list with prospects to approach. 
e-mail/mail or phone prospects: The commercial department approaches the 
prospects if they are interested in the FutureBOX.TV solution. 
Prospect requests for presentation: prospect makes appointment  
proposal presentation: commercial department holds FutureBOX.TV proposal 
presentation for client. 
Client accepts proposal Client accept or rejects the proposal. Acceptance means start 
of the project.  
Start FutureBOX.TV project: Viatecla realizes that the business for each client is 
unique, therefore before they start with a FutureBOX.TV project it is important to 
understand the clients business, the needs and what the client wants to achieve with 
the business with the help a FutureBOX.TV solution. 
Project analysis: FutureBOX.TV software team analyzes together with the client the 
scope of the project and the technical requirements. 
Development project brief: Product manager FutureBOX.TV develops project brief 
for client 
Brief approved: Client can accept the project brief or if not a reanalysis will be done 
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of the project in order to develop a new project brief. 
Design development and customization ideas: The FutureBOX.TV software team 
customizes functionalities of the FutureBoX.TV solution in according with the needs 
of the client. Or the labs team is requested to develop new functionalities created 
specifically for the client. 
Customization and development ideas approved: Client can accept the ideas or if 
the client reject the ideas then the ideas will be modified. 
Working on FutureBOX.TV installation/implementation: Project manager and 
FutureBOX.TV software team install and implement the whole solution and 
infrastructure.  
Test of finished FutureBOX.TV Solution: The whole solution is tested if it is 
performing well. If not modifications will be made until it works.   
Finished FutureBOX.TV solution approved?: Client has opportunity to approve 
the solution if not modification will be made until it works and the client is satisfied. 
Launch FutureBOX.TV solution: Launch of the solution 
Ongoing Maintenance & Support / Hosting services:  If the client opted for 
maintenance and support and/or hosting services then those will be performed on an 
ongoing basis by the Viatecla operations unit. 
Viatecla works closely together with their clients at all stages of the design process of 
a FutureBOX.TV project. Clients are kept completely informed and have the 
opportunity to test the functionalities of the FutureBOX.TV solution, ask questions, 
give feedback and also request for changes at all stages of the design process. 8  
8 Organization design 
 
 
 
Viatecla is a matrix organization. This allows organization members of Viatecla to 
share information more easily across boundaries and the other hand it also allows for 
specialization. This means that the whole organization is and/or was transversally 
involved in the FutureBOX.TV product.  
 
9 Management structure and processes 
Responsibilities: CTO Felipe Clerigo, Innovation manager Ricardo Raminhos, the 
University of Evora and the Labs team were responsible for the project of developing 
FutureBOX.TV. Now the project moved into the product phase and is ready for 
launch. They are also responsible for the development of new clients specific 
functionalities (Development Services) in a FutureBOX.TV solution. 
CEO Pedro Seabra is responsible to align Viatecla internally and externally with the 
strategic vision and guiding other officers in the organization towards the central 
communication. He is together with the Marking & Communication department 
responsible for the development of the prospect list.  
CFO Elsa Casimiro is responsible for managing the financial risks of the whole 
organization. She will be responsible for the financial planning, record keeping and 
reporting of the FutureBOX.TV results to CEO Pedro Seabra. 
Viatecla Software is responsible for the deployment and development of 
FutureBOX.TV. In the first year there will be a full time devoted product manager 
and partly involved web designers and developers. Viatecla software is responsible 
for the whole FutureBOX.TV projects and works closely together with Viatecla 
consulting to make decisions over the customizations and development services.  
Viatecla consulting is responsible for helping clients achieve their business goals with 
the FutureBOX.TV solution. Because every client is unique a thorough analysis is 
needed to ensure that the FBTV solution is optimally implemented. Their main role is 
giving advice and aligning the FutureBOX.TV solution with the clients needs and 
objectives.  
Viatecla operations are responsible for the maintenance & support and hosting 
services for the FBTV solution. They are responsible for the operational part. 
 
Salaries: Viatecla is a matrix organization which means that a multiple organization 
members are involved in the product FutureBOX.TV . To measure an employees 
involvement in a FutureBOX.TV project Viatecla uses the Full-time equivalent 
(FTE). This method is also used to make the estimations of the salaries in the 
financial model. The salaries are averaged over the main functions Management, 
Technical, Commercial, Maintenance & Support and others (R&D).  The 
management is an average of the salaries of the management responsible for the 
strategic decisions and the management with operational functions. It is therefore 
lower then expected.  In the end of the first year 2010 it is expected that the total FTE 
will be 5,8. This is almost equivalent of 6 people working full time. At the end of 
2014 the FTE will be 12,3.  
Year 2010 2011 2012 2013 2014 
Total: FTE (last 
day of the year) 
5,8 8,3 9,85 11,10 12,3 
 
Average monthly Salaries according to FTE 
Management: 2500 euro 
Technical: 1300 euro 
Commercial: 1400 euro 
Maintenance and support: 1100 euro 
others: 2000 euro Risks 
 
10 Human resources Management 
FutureBOX.TV is a new product in a well-established organization where the HRM 
practices are already implemented.   
To attract the most talented students from engineering and computer science field 
Viatecla developed a trainee program. In this program the best students from 
engineering and computer science universities have the opportunity to apply their 
knowledge in real world cases. 
 To retain the best employees and to increase the (core) competences of the workforce 
several training programs are available to develop both their hard and soft skills.  
gained from Training modules about for example new cutting edge technologies and 
business models keep the workforce dynamic and are decisive in answering the 
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customer’s needs. 
As incentive and to ensure productivity in the organization the compensation package 
is tied to the overall performance of the organization. Therefore 5% of the salaries are 
tied to the amount of revenues of Viatecla.  
11 Implementation plan 
 
Figure 7. Implementation plan 
On the 4th January 2010 Viatecla will assign a product manager to be the main 
responsible for the product FutureBOX.TV. On this day the FutureBOX.TV will 
move from the project phase and will be part of the product portfolio. On the 15th of 
January the business plan will be reviewed which will for the basis of were to enrol 
the first pilot. After a month the pilot will be reviewed in order to share the lessons 
learned. On the day of the first sale which is on the first of June the also the 
maintenance and support services will be put in place. An important factor is that also 
the first sale will be reviewed in order to learn lessons in order to improve the 
performance in future projects.  
If none of the projected sales are made at the Travel Agencies then Viatecla will try to 
enter another segment and/or sector. FutureBOX.TV is a product of tremendous 
potential and can be of value in various sectors. Therefore Viatecla will not sell the 
solution to other companies as an exit strategy.  
12 Risks analysis 
There are a number of factors that could influence the success of FutureBOX.TV. The 
most important ones are summarized here, plus the steps that Viatecla will take to 
minimize them. 
Technical feasibility 
 
It is unclear in what direction exactly the technical standards used in the Digital 
Signage Industry and on the Internet. At this moment there are a lot of different 
standards used in the industry.  Not all the standards can communicate with other 
applications with as risk for the client that they can invest in an expensive solution 
that in the future may get outdated/less flexible because it cannot communicate with 
other systems. 
Solution: Viatecla has an open model based system that is flexible for adaption that 
might be unsuspected in the industry.  
 
Demand side:  Implementation of FutureBOX.TV may be too disruptive for certain 
customers. The employees can have little or no experience in working with the 
FutureBOX.TV platform and /or the companies may have difficulty to integrate the 
technology both at the level of infrastructure and product portfolio. 
 
Solution to tackle problem: when Viatecla ventures FutureBOX.TV into a new sector, 
they will select a launching customer first to do a pilot. They will select the launching 
customer with care(background knowledge, their drive to innovate, etc) and Viatecla 
will develop the design and development in close collaboration with the client 
ensuring a smooth introduction into their shops/companies.  
Advantage is that the FBTV is build on Scriptor Server. This technology is very easy 
and friendly in usage. Next to that it is an in house product of Viatecla so they have in 
depth knowledge about the functioning of the product and can customize and develop 
the platform according to the customers needs (no external party necessary) . 
Regarding to the first pilot: Viatecla will select a Portuguese Travel agency. Viatecla 
has a lot of background knowledge of this sector and a lot clients and knowledge 
about their client. In this way Viatecla has a good overview what kind of needs there 
are in the tourism sector. 
Big player enters the market: A big player like Scala.com enters the market.  
Solution to tackle the problem: choose niche market that is difficult to serve for new 
players in the market (Tourism Market) . 
Or look for a partnership to have access to more resources to be able to equip the 
company for the competition.  
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13 Financial Plan 
Viatecla expects strong revenue numbers for year 1 that will grow progressively 
through year 5. The gross margins will be a high percentage of the sales of which the 
net profits will improve each year.   
Investment 
For the development of the FutureBOX.TV solution an investment of !30000 is 
made. The payback period is within 2 years. In the financial projection are the 
depreciation costs of the exiting infrastructure not related to the FutureBOX.TV 
project because they are considered depreciated. 
 
The NPV is positive and has a value of !645 839. The capital opportunity cost rate is 
10%. According to the financial projections Viatecla should accept the project 
because the IRR is greater than the discount rate. 
 
Income statement 
The main costs are the labour costs. At the same time the main revenues can mainly 
be attributed to the services. Viatecla has a net profit of !18556 the first year which 
gives an indication of the operating success of the company. 
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Working Capital 
We see here a negative amount, which indicates that Viatecla has sufficient funds 
available to finance current business operations (increase in liquidity).  
 
Financing plan 
FutureBOX is not considered as a spinoff and will be launched soon as a product 
within the Viatecla structure. The amount considered of share capital is !150000. This 
amount is chosen to overcome the cash need plus a margin. Viatecla will not take a 
bank loan to finance the FutureBOX.TV project. 
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14 Conclusion 
This business plan was an outline for the launch of the software platform 
FutureBOX.TV into the Portuguese tourism sector. After analyzing the financial 
results we can conclude that project can be considered as promising (a positive NPV, 
a payback period within 2 years etc.) even though the sales projections are based on a 
relatively conservative scenario. The financial projection is because of that not 
reflecting the real potential that can be expected from such an innovative product as 
FutureBOX.TV. But that is mainly due to the fact that in this case only the launch in 
the subsector of the travel agencies is projected. Therefore the real project can be 
regarded as more promising. 
Crucial steps for Viatecla will be the pilot that is expected the first of February as well 
as the first sale in June. Here Viatecla will be challenged if they are really able to 
deliver the end-to-end solution. If they are then they have a big advantage over most 
competitors who deliver just part of the solution. If not then I would recommend 
Viatecla to look for a partnership with a big digital signage player like Scala.com. 
Scala.com offers a partnership programme through which Viatecla can grow with 
FutureBOX.TV too.  
Another partnership that I would like to recommend in any case is a partnership with 
an advertising agency. In this way Viatecla will be able to deliver high quality content 
to their clients making their end-to-end solution really complete. 
 
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